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Dear ARP friends, 
As we near the presidential transition, there’s been a flurry of activity in personnel and policy. 
Comptrollers are moving to the top at DoD, Air Force, and Navy. Ellen Lord gave what appears 
to be her last press conference, discussing the trusted capital marketplace. Stacy Cummings 
will be filling her slot starting next week. And this week brings two commentaries suggesting 
reforms to the defense budget process. Farewell to all those who have served in the defense 
and acquisition communities, and fair winds.  
Read the full, link-enabled newsletter online: 
https://nps.edu/web/acqnresearch/newsletter 
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This Week’s Top Story 
Cummings to serve as acting Pentagon acquisition head 
Aaron Mehta, Defense News  
Stacy Cummings, the acting deputy assistant secretary of defense for acquisition, will 
temporarily fill the department’s top acquisition office once Joe Biden becomes president, 
Defense News has learned. 
Ellen Lord, the undersecretary for acquisition and sustainment, will step down on Jan. 20, with 
Cummings filling that role until the Biden administration can put its own Senate-confirmed 
individual into the role. 
Cummings is a career member of the Senior Executive Service and previously held jobs at the 
Department of Transportation and the Department of the Navy. Over the summer, Cummings 
led the Joint Acquisition Task Force, which was the Defense Department’s interagency point of 
contact for dealing with COVID-19 procurement issues. 
Lord, a former head of Textron Systems, was the longest-serving Senate-confirmed individual in 
the Pentagon under the Trump administration. During her tenure, she managed to avoid getting 
brought into the political fights that downed so many other department appointees, instead 
focusing on rewriting acquisition regulations in an attempt to streamline the department’s 
famously arcane processes. 
Read more online.  
 
ARP and NPS News 
The Federal Government Is Not a Good Customer for the Working Dogs It Uses Every 
Day 
In the field, military working dogs save lives by alerting service members to dangers such as 
improvised explosive devices, gas attacks, and other lethal threats. But there is a shortage of 
this valuable resource animal. 93% of working dogs for federal agencies come from European 
suppliers rather than American sources. Two Air Force contracting officers and students at 
Naval Postgraduate School, Captain Jason Passarella and 1st Lieutenant Robert Ocampo, 
researched this problem sponsored by the Air Force Installation Contracting Center (AFICC), to 
identify actions the federal government can take to improve the domestic supply of working 
dogs. Their ARP-supported thesis, Research and Analysis of the American Domestic 
Government Working Dog Industry, evaluated the problem with a focus on the defense 
industrial base, the concept of reshoring, and the application of category management across 
federal procurement. 
Call for Applications: Master of Science in Program Management 
Applications are due March 29 for the distance-learning offering of NPS’s degree in program 
management. This defense-focused curriculum is taught by experts in the field and builds 
critical thinking skills using case studies, team exercises, hands-on applications, active 
participation and other similar activities.  
Making Friends in Maker-Spaces: From Grassroots Innovation To Great-Power 
Competition 
Leo Blanken, Romulo G. Dimayuga II, and Kristen Tsolis 
Commentary from NPS faculty members and a 2020 graduate of NPS. 
U.S. partner militaries often find themselves in a “dead zone” between the high-tech systems 
supplied by the United States and the budgets, capacity for sustainment, and actual needs of 
the end-user. What is the solution? We propose marrying grassroots innovation and existing 
security force assistance efforts to generate solutions for partner force capability gaps. 
 
Acquisition and Innovation 
 
GSA kicks starts 2021 with an acquisition potpourri 
Jason Miller, Federal News Network 
Due on Inauguration Day: An acquisition strategy for the Air Force’s next-gen battle 
management system 
Valerie Insinna, C4ISRNET  
DOD nudges innovative startups toward ‘trusted capital’ with new digital marketplace 
Jackson Barnett, Fedscoop 
DOD Releases Report on Defense Spending by State in Fiscal Year 2019 
DoD Press Release  
Commentary from US Reps. Moulton and Banks: The future of defense is in public-
private partnerships 
Rep. Seth Moulton and Rep. Jim Banks 
 
Events 
Great Power Competition in the Cognitive Age: Adm. Cecil D. Haney, USN (Ret.) 
Virtual Secretary of the Navy Guest Lecture at NPS 
January 26, 2021  |  3:00 pm PT 
Pub K’s Government Contracts Annual Review 
January 25-28, 2021   
 
Congress 
More Democrats Say They'll Vote 'No' on Waiver for Biden's SecDef Pick Lloyd Austin 
Gina Harkins, Military.com 
Commentary: Congress, It’s Time For Two-Year Budget Deal 
Mackenzie Eaglen (AEI), Breaking Defense  
 
Research 
DoD Critical Technologies: Plans for Communicating, Assessing, and Overseeing 
Protection Efforts Should Be Completed 
U.S. Government Accountability Office  
AI and International Stability: Risks and Confidence-Building Measures 
Michael Horowitz and Paul Scharre, Central for a New American Security  
 
Defense and Federal Government 
Norquist issues guidance on breakup of CMO office 
Aaron Mehta, Defense News  
Biden taps Trump appointee Norquist to be his temporary Defense secretary 
Lara Seligman, Politico 
Uncle Sam Needs AI, ASAP: DoD Artificial Intelligence Chief 
Michael Groen, Breaking Defense  
National AI Initiative Office launched by White House 
Dave Nyczepir, Fedscoop 
US Space Command site to be located in Huntsville, Alabama 
Kim Chandler, The Associated Press 
SNA NEWS: New Navy Unmanned Systems Plan Forthcoming 
Mandy Mayfield, National Defense Magazine 
OPM details core values behind coming security clearance reforms with new policy 
doctrine 
Nicole Ogrysko, Federal News Network 
Biden includes over $10 billion in cyber, IT funds as part of COVID-19 relief proposal 
Maggie Miller, The Hill  
Commentary from Former Pentagon comptroller: Observations and opportunities for 
America’s defense budget 
Elaine McCusker, Defense News  
 
Education 
Navy kicks off Naval Community College pilot program for sailors, Marines and Coast 
Guardsmen 
Diana Stancy Correll, Navy Times  
 
Policy 
Federal Acquisition Regulation: Lowest Price Technically Acceptable Source Selection 
Process 
Federal Register  
Memorandum: Disestablishment of the Chief Management Officer of the DoD and 
Realignment of Functions and Responsibilities 
Deputy Secretary of Defense  
 
Acquisition Tips and Tools, with Larry Asch 
Understand Your Customer and What You Are Buying 
Last week’s article on Forming the Acquisition Team received very positive feedback, and in fact 
the most comments since writing Acquisition Tips & Tools articles. Thanks for reading and 
reaching out!  
Today’s I want to cover what happens after the acquisition team is formed: the need to 
understand what problem your customer needs to solve. I want to stress that the customer has 
an important mission, and we are all here to satisfy it in the most efficient and effective manner. 
That starts with more than having them fill out acquisition and contract documentation 
templates.  
Whatever the size of the acquisition or team, let us start with:  
1. Who is your customer and what is their overall mission? Talk to them and learn what they do. 
Get an understanding of your customer’s operating environment.  
2. What are the requirements? This includes understanding the technology or the purpose of 
services to be provided.  
The above items represent the first important steps in the sequence of best practices to better 
outline the scope, the expected outcomes, next steps, timeline, and roles and responsibilities of 
the team to execute the acquisition. 
On larger acquisitions the Integrated Project Team (IPT) will write a project charter that 
documents the acquisition and includes sections such as mission, goals, team members and 
their roles, and schedule. Whether you have a project charter or a smaller acquisition with less 
formal documentation, the key is to clearly understand the customer’s needs, and make sure all 
are aligned. Whether you are technical or not, understand who your customer is and the nature 
of the product or service your acquisition will provide.  
Recommendations: 
• Continued reinforcement of better customer support techniques  
• Interactions such as ‘a day in the life of the customer’ sessions 
• Training sessions to obtain a better understanding of who your customer is and what 
they buy 
To better support your customer, you need to better understand who they are and their mission. 
We need to change the mentality from “them” to “us.” All members of the team need a basic 
understanding of the buy. Take the time to understand the technology or services you are 
buying.  
This article may seem like no kidding Larry, but we must inculcate a customer-oriented culture 
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